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( Condo Conversions - continued from page 10 )

prices, the outcome has been highly advantageous to
the mobilehome owners. The mobilehome owners
are able to maintain equity in their homes, and can
invest in their community for their own good. Their
investments in their homes and in their park raise
their property values and their quality of life.

But there is a way in which condo-conversions are
being used by park owners to harm mobilehome
owners who reside in a rent-control area. This is
the context in which ‘condo-conversions’ are typi-
cally mentioned in news letters such as this one.
Park owners often chafe at rent control because it
limits the year-to-year revenue increases that they
can derive from the park. Because of ambiguities in
California state laws — specifically in CA Govt Code
66427.5 — park owners have able to circumvent local
rent control ordinances through condo-conversions.
To distinguish this kind of condo-conversion from
those that are benign or are beneficial to mobile home
owners, they are called a sham-conversions. In short
it works like this: if the park owner subdivides their
park, and then sells even one space to a mobilehome
owner - that is, does a condo-conversion on even one
space - then rent control for the entire mobilehome
park is negated (except for low-income residents as
defined by California statute).

The current California statutes in this situation do not
permit unrestricted rent increases immediately, but it
opens the door for them over the long term. The first
few years, the park owner can raise rent to a maxi-
mum of 20% per year, which for practical purposes is
unrestricted. After the statutory time, all restrictions
are erased.

The danger of excessive rent increases to mobile-
home owners, as most of you know, is that it causes a
loss of equity in one’s mobilehome. Put differently,
rent increases that are above the consumer price in-
dex (cpi) cause a transfer of equity (in a mobilehome)
from you, the mobilehome owner, to the park owner.
kIf the rent is high enough — say above the price of

renting a comparably-sized local apartment — the
mobilehome will be

worth zero, making

it basically impossi-

ble to sell it.

Park owners uti-

lizing sham-con-

versions — condo-

conversions  solely

for the purpose of

getting around rent-

control — is not mere theory. Various park owners in
California have done this in their parks, or are trying
to do it as you read this. Examples include parks in
El Dorado and Carson in southern California, and in
Soquel and Santa Cruz in northern California.

Over the next couple of years, you will likely see
more articles in the newspapers and in this newsletter
about condo-conversions. Most of the news will be
about the harmful form of condo-conversions. You
are also likely to read about legislative proposals in
Sacramento that will remove the ambiguities in Cali-
fornia state laws that currently permit park owners
to eviscerate local rent ordinances through condo-
conversions. I hope that this article helps you under-
stand, in a basic sense, what condo-conversions are
and what is at stake for you, so that you can better
understand the discussion and why it is important.
Furthermore, I would encourage you to get involved.
To help ourselves and protect ourselves, we need to
help each other, and work together.

Editor’s Note:

SE Hoaby is a resident of Gardena Villas in Gardena.
Scott may be reached at hoabyscotte@juno.com or
310-439-1636.

J

website: comocal.org, e-mail: comocal@yahoo.com
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( MANAGEMENT STRATEGY IN YOUR PARK

Don’t kid yourself, you and I live on the front lines
of a WAR. It may not be fought with guns, tanks,
aircraft, or bombs, but it is real none the less. As a
consequence of their actions, we are not organized,
we are intimidated and afraid. Some of our neigh-
bors spy on us. We are given misleading and false
information —like you can’t sell your home because
it is older. This is an injustice to all of us! And it
costs us all.

Why? Because of GREED! These parks do not want
anyone to challenge their “business.” We feel much
of the time it is “monkey business!”

We have compiled a list of do’s and don’ts we feel
some managers and owners follow:

Don’t let residents communicate, keep them in the
dark. Don’t have “park mail tubes, or if you do tell
residents the tubes are for “park™ use only, not for
residents to use. They certainly are not to be used
for literature questioning or being negative about the
park or management, or telling residents about their
rights as mobilehome owners.

Don’t let residents get organized because they might
learn the truth and might challenge us. Don’t make
the clubhouse readily available; otherwise residents
can use it for meetings. If they have meetings, be
sure to send a “toadie” to spy and report back to man-
agement. If possible, create a “scene” and hope the
leaders react with anger—this will turn off residents
and usually ends this type of gathering.

Don'’t let residents belong to advocacy organizations.
Tell them “That organization hasn’t done anything
for residents. Why waste your money on GSMOL
or COMO-CAL? They are just troublemakers! Tell
residents you’re their friend....

Do challenge the leaders of advocacy groups. Do
not ignore resident leaders. Deal with them. If nec-
essary, make up situations and take them to court to
evict them. Defame their character. Tell new resi-
dents not to associate with them. Harass them.

Do divide and conquer when residents organize.

Send residents who are pro-management to their
meetings to spy. Try to disrupt meetings.

Do have them report back to management on resident
meetings.

Do use your “pro-management residents (toadies).”
Have them write letters saying what a terrific park it
is, what a terrific job management is doing, and how
terrific the owner is.

Do ad lib when you have to. Cite the MRL as much
as possible to make it appear as if you are just fol-
lowing the law. But leave out sections that do not
support our goals.

Do threaten residents. Tell them their “senior” park
will be converted into an all age park if they don’t co-
operate with management. Tell them you will evict
them...

Do send a threatening letter from the park attorney
indicating that if they don’t comply with a Rule or
Regulation, we WILL give them a 60 day notice to
evict them. And it will cost them thousands of dol-
lars.

Do cajole residents into believing management is
their best friend

Do give money for a Christmas Party, 4th of July
BBQ, and St. Pat’s Day celebration

Do have parties for the kiddies

Do keep up the park landscaping—it is not expen-
sive- and it is the “honey” to draw unsuspecting buy-
ers into the park for the new homes you are selling.

Do have a strategy to defend an “attack™ by residents.
Say this is only a small group of residents and they
don’t represent the majority in the park. Say most
residents are very happy living in the park. Again
use your “toadies” for support.

Do say this about residents who complain: They are
“troublemakers”. They are the ones who violate the
rules. They are poor neighbors. They have character
flaws. Don’t associate with them.

Don’t reply to residents letters. Resident’s lettersJ
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C DON’T BEAVICTIM / DON’T ALLOW YOURSELF TO BE SCAMMED )

From the President: It saddens me to hear what mo-
bile home owners are being told - all in the interest of
personal greed. A member called one evening asking
about copper wiring - someone was telling her before
she sold she would have to replace all aluminum wir-
ing with copper. Please, please read on. Don’t allow
yourself to be scammed. Unscrupulous people are
taking advantage of those who are weak and defense-
less in our parks. Let’s all get the word out and help
protect our friends and neighbors.

* Many people try to make money off you. CoMO-
CAL is NOT one of them.

* You are a member of CoMO-CAL. Let us protect
you. You can trust us!!! We have NOTHING to gain
by telling you anything but the truth.

* Do not trust what those people say. They may not
be telling you the truth because they can make money
by lying to you. CoMO-CAL is your friend - CoMo-
CAL is your family. Consult with us before you be-
lieve anything a handyman, contractor, manager, or
owner tells you. If we don’t have an answer, we can
consult with our attorneys.

* When you sell your home, you DO NOT have to
bring it up to “code.” HCD will do an inspection - the
inspection involves only exterior items - like steps,
porches, railings, extension chords....anything that is
a HEALTH AND SAFETY item may have to be re-

paired—they give you 30 days. Neither HCD or the
park can inspect inside your home.

* When you sell your home, you DO NOT have to
replace all aluminum wiring with copper wiring.

* When you sell your home, you DO NOT have to
install all copper plumbing.

* When you sell your home, the park CAN NOT re-
quire new siding, a new roof, a new porch, etc. just
because their Rules and Regulations require this for
incoming homes. These rules do not apply to homes
already in the park.

* Educate yourself. Be aware. Question, question.
Do not believe all you read or hear.

* Park managers (usually) are not your friends. Many
make additional money by telling you to use only a
certain Real Estate Agent or handyman. Many make
money when they convince you that you must move
your older home. Many make money by harassing
and intimidating you so you eventually leave the
park. That’s what many owners want!

» We talk of protecting your investment and your way
of life. We can help, but ultimately you are the one
with the responsibility. We are here to answer your
questions. Do not hesitate to call us. It helps all of
us when you take care of yourself. Don’t be a victim

( continued from page 12: Do’s and Don’ts )

about problems, letters trying to rebut a 7 day notice,
etc. If you give someone a notice and they reply, just
ignore it.

Do harass residents.

Do use the “e” word (eviction): “If you don’t stop...,
I’1l evict you.”

Do keep residents in line with a 7 day notice and a
threatening 60 day notice.

Do use the MRL to your advantage. Underline the
section that applies and let the resident read it. Mis-
kquote the MRL, leaving out sections adverse to our

goals

Do upgrade the park. Get those older mobilehom
out.We will reap the benefits!

Do use the park attorney when necessary.

This war is a psychological war, perhaps far worse
than a real war. And there are unseen casualities, peo-
ple are getting sick, and probably even dying as a
consequence. It is difficult to see. One must know
what to look for and be observant. It is resident ver-
sus park owner and manager. What drives this war?
Money and greed. THIS NEEDS TO STOP!

J

website: comocal.org, e-mail: comocal@yahoo.com
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C A VISIT TO KNOLL’S LODGE AND KNOLL’S MANOR
by Frank Wodley, CoMO-CAL President

Recently I visited the folks at Knoll’s Lodge and

~ Knoll’s Manor in
. Torrance. We have
written about Knoll’s
Lodge before. In fact
Leo Lewis wrote an
article for us back
in 2007. Leo was a
“mover and shaker”
and took his park
owner Kort and Scott to court and won, but he has
moved out of the park.

I want to thank Anna Nichols and Lillian Harrison
for their hard work putting our meetings together.
The meetings were well at tended and 1T met many
active folks, including Paul Masminster from Roy-
al Western, Benjamin Goldman of Knoll’s Manor,
Philip Shelton from Knolls Lodge,and many others.
There is NO RENT CONTROL in Torrance and the

city council has vowed there will never be. The park
owner for THE Knoll’s, Kort and Scott, obviously
do not care about their residents, they only care about
their bottom line. As a consequence, rents in these
two parks are at high as $1200/month, yet they are
far from five star parks. They have serious parking is-
sues as well as the usual manager problems. This, to-
gether with the “run down” look of the parks, means
residents investments are essentially worthless. It is
a sad scenario.

C Website Design:

DJGM Design )

DJGM Design is a San Diego based company that
offers web design and hosting, email marketing,
graphic design and printing services to small medi-
um sized companies. We work with companies all
over the United States, handling projects as small as
consulting on design features, to full-scale projects
including web design and hosting, business identity
design and printing services like business cards, sta-
tionery and marketing materials.

We use all available means of technology to work
with our clients, including email, web conferencing
and on-line access to the progress of their project.
Distance is never an obstacle in offering our serv-
ices; we make ourselves available to our clients for
questions and concerns.

We are happy to be working with CoMo-CAL and
assist in the redesign of their website. In addition,
k we have a varied group of clients ranging from pro-

fessional groups to non-profit organizations.

If you, or your company, are in the market to create
or recreate your business identity or image, please
consider speaking with us prior to making a final se-
lection and allow us to show you what we can do.
Budget considerations are always kept in mind and
there will never be a surprise at the end of the project.

Visit our website: http://www.djgmdesign.com or
contact us at info@djgmdesign.com. Don Greene

DJGM Design

PO Box 301007
Escondido CA 92030
www.djgmdesign.com

619-665-6426
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C CoMO-CAL THIS AND THAT )
rTHE VOICE: You probably signed a new promotional brochure g just as close as their phone,\

notice we have changed the for-
mat of THE VOICE. Now there
1s a table of contents, we have
the ability to add photos, and we
hope you will be able to get more
information from it, in a short-
er time. (To accomplish these
changes, Frank Wodley is learn-
ing graphic design — Adobe CS4
— which some say takes years to
learn.)

NEW PROMOTIONAL BRO-
CHURES: We have just rede-

and have mailed over 11,000 to the
following cities: Camarillo, Chino,
Chula Vista, Colton, Concord, Fre-
mont, Glendora, Los Gatos, Malibu,
Merced, Milpitas, Morgan Hill, Ox-
nard, Petaluma, Riverside, San Jose,
San Marcos, Santa Clarita, Santa
Cruz, Santa Rosa, Sebastopol, Simi
Valley, Vallejo, and Ventura. We are
grateful for the $4,000 from a HOA
which allowed us to make this mail-
ing. Our goal is UNITY. We want
to let folks in these cities know that
they are NOT ALONE, and that help

mail box or computer.

DONATIONS: Our goal is to
reach as many mobilehome own-
ers in the state as possible. For
each $1 donation, we can reach
4-5 folks. All it takes is $50 to
mail 200 brochures (bulk mail
has a minimum of 200 pieces).
No other advocacy group is doing
this. So please send us a donation
for “UNITY” and we will use it to
tell others around the state about
CoMO-CAL.

.

J
& CoMO-CAL (COALITION OF MOBILEHOME OWNERS-CALIFORNIA) N
P.O. Box 4821, Chatsworth, Ca 91313-4821.
NEW MEMBERSHIP APPLICATION (Print Please)
NAME: Date:
PARK NAME: Mngt/Owner SPACE#:
MAILING ADDRESS: CITY
E-MAIL ADDRESS: ZIP
APPLICANTS PHONE NUMBER ( )- -
SIGNATURE OF APPLICANT SPONSOR (if any)
Check/M.O.#  Amount: § Donation( ) Amount: $

MEMBERSHIP ($20.00/12 Months, $38/24 Months, $54/36 Months) All Membership includes our newsletter
LEGAL SERVICES (Reduced Cost Attorney) $25/12 months - please call, write or email regarding details.
Our newsletter (THE VOICE) - 6 or more issues (Non-members only) $12/12 months

INCLUDE CHECK OR MONEY ORDER PAYABLE TO
“CoMO-CAL” & THANK YOU FOR JOINING
MAIL TO: CoMO-CAL, P.O. BOX 4821, CHATSWORTH, CA. 91313-4821

J
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NONPROFIT ORG

glcl)‘tBOXrt‘fzé 91313-4821 ANOGA PARK
atsworth, Ca. - CANOGA PARK
PERMIT NO 617

OR CURRENT RESIDENT

CoMO-CAL is a non-profit corporation dedicated to serve mobile-
home owners here in California. Our purpose is education, commu-
nication and to unite mobilehome owners.

Don’t “go it” alone. We serve all 700,000 residents living in the 4,800
mobilehome parks across California. We must “stick together.”

NEWSLETTER EDITOR SERVICES WE PROVIDE OUR MEMBERS
FRANK A. WODLEY
E-Mail: 1. Atleast 6 issues of THE VOICE. Usually 16-20 pages long, filled
fawodley@yahoo.com with information no mobilehome owner should be without. Articles
http://comocal.org from attorneys on important issues. Tips and Suggestions. Impor-

800-929-6061 / 818-886-6479
1-800-929-6061

tant laws explained. What you need to do to protect yourself and
your investment.

2. We offer “reduced rate” legal services with an attorney versed in
the MRL and other mobilehome laws. See inside this issue for info.

3. Website: comocal.org. Members have access to all issues of THE
VOICE, attorneys who know the MRL, important links to govern-
ment, advocacy groups, etc.

4. Small Claims Court Assistance: We will pay your fees up to $30.00
and help with your paperwork. (Some restrictions apply.)

5. Questions / Problems: Our staff is ready to take your call to advise
you regarding questions and problems you might have.

6. We have several attorneys we refer members for help with litiga-
tion or advice. Unfortunately your dime.

7. Above all, a way to UNITE and have a VOICE.

8. Ultimately, we give home owners hope that someone is working for
their interest.
JOIN CoMO-CAL. DO IT FOR YOUR PEACE OF MIND

v,




